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Message From The President
Thanks to Bob Holt for allowing me to go
off to the frozen tundra of Ohio for my
annual ice fishing adventures on Lake
Erie. After several years of disappointing
conditions this year's extremely cold
weather on the eastern side of the country
made for excellent ice on the lake (over 20
inches thick in some places!). Despite the
frigid conditions on the lake and at Put-inBay (it got down below zero for a few
days) the fishing was good, the hospitality,
as always, was warm and friendly, and the
entertainment was, well, entertaining. A
good time was had by all.
After ice fishing it was off to St. Louis for
the annual mid-winter board of directors
and insurance meeting. I thought that I'd
be getting a bit of a break from the
freezing temperatures but St. Louis was
Woody and his catch
pretty cold, too. Luckily, the cold weather
didn't result in many travel problems, although a few in our group did comment (in
language that I won't use here) that they'd had enough of winter and were waiting
impatiently for spring sunshine and warmer temperatures. In spite of the cold and a few
travel difficulties, almost everyone was able to attend, including Keith and Pat our two
stalwart insurance advisors.

Region Seven: (AZ, CO, NM, UT, WY)
Steve Beckley – Glenwood Caverns, CO
steve@glenwoodcaverns.com Ph: 970-945-4CAV
Region Eight: (LA, OK, TX)
Ed Mayfield – Caverns of Sonora, TX
edmayfield@mac.com Ph: 325-387-3105
Region Nine: (AL, FL, GA, MS, NC, SC, TN,)
John Graves – Luray Caverns, VA
john.graves@luraycaverns.com Ph: 540-743-6551
Directors at Large
Steve Runkle - Cave of the Winds, CO
rsr@caveofthewinds.com Ph: 719-685-5444
Aaron Ginn - Sierra Nevada Recreation, CA
aarong@caverntours.com Ph: 209-736-2708

Board of Directors worked two days straight at the Mid-Winter meeting in St. Louis

During our two days of meetings we covered a range of issues from finances to conventions to membership to insurance as well as
others. We had some very good discussions about the current state of the NCA and what we as the board can do to help the NCA stay
a viable and important organization. We also had some brainstorming sessions about what the NCA can do to help its members now
and in the future. Needless to say your board is representing you well and keeping your interests in mind.
Since the mid-winter meeting the board
has stayed engaged on several important
topics that we hope to present to you
between now and the Colorado
convention.
Finally, I would like to personally thank
Keith Dobrolinsky for his contributions
during our mid-winter meeting and also all
of the members of the board and others
who were able to attend. These meetings
are not inexpensive and do take up time
from your businesses, but I believe we
accomplish more in these two days than
we do during the convention when our
attention is so divided. So I want to thank
you all for your efforts as board members
and for contributing your time and
resources to the Association.
We celebrated our Past President Greg Beckler's Birthday

Steve Rawlings
President

24 insights to shape your TripAdvisor strategy
New infographic reveals key travel review trends based
on an independent PhoCusWright study commissioned by
TripAdvisor.

Click Here

Show Cave
Retired Members
Travel Club
Greetings from sunny and warm Puerto Vallarta, Mexico! This
photo can’t explain the fun and good times from the
Wisconsin Show Cave Retired Travel Club. What a hoot!
Pictured are Anne and Tom Bandow, Cave of the Mounds, WI.
& Jeannie and Blaze Cunningham, Crystal Cave, WI.
- Blaze Cunningham

Natural Bridge Caverns Celebrates 50
Years of Discovery with Major Expansion
Capturing Family Heritage and History
Discovery Village with AMAZEn’ Ranch Roundup, Discovery Pavilion, Discovery Village Trading Post
and Big Daddy’s Sweets, Treats and Brew Opened March 7, 2014
th

Natural Bridge Caverns will celebrate its 50
anniversary this year by adding attractions that
continue to give new generations of families
more to explore.

Since its opening July 3, 1964, Natural Bridge
Caverns has hosted over 10 million visitors as
one of the world's premiere show caves.
Generations of families—from Texas and
throughout the country – have been awed and
educated by this spectacular U.S. National
Natural Landmark.
th

“Our 50 anniversary expansion celebrates a
rich tradition of ranch and family heritage which
began in 1884,” said Brad Wuest, president
and CEO of National Bridge Caverns. “Our new
attractions continue our family legacy of
providing fun and educational, family-oriented experiences while protecting and preserving natural resources for future generations.”
On March 7, 2014, the Wuest family opened Discovery Village as the
new center of the attraction. Discovery Village enhances the visitor
experience, complete with a waterfall, landscaping and gardens
constructed with stone and cedar from the property.
A large
compass featuring Natural Bridge Cavern’s core values of discovery,
adventure, wonder and nature greets visitors and reminds them of the
naturally fun adventure that awaits them.

Included in Discovery Village are the Discovery Pavilion, a
new gathering point for tours overlooking the historic natural
bridge for which the Caverns are named, and Discovery
Village Trading Post, reminiscent of an 1880s trading post,
and offering one of the state’s best selections of rocks and
minerals from all over the world.

Also in Discovery Village is the AMAZEn' Ranch Roundup, one of the
state's only year-round, outdoor mazes. A fun challenge for
individuals of all ages, the maze covers over 5,000 square feet with a
viewing tower and a timed start and finish. The new attraction tells a
story commemorating family history and the site's ranch heritage.
This story centers on Reggie Wuest and his horse Dandy as they
search for a lost spotted calf and help guide visitors through the
maze.

Also new is Big Daddy's Sweets, Treats and Brew, an old-fashioned
soda shop and general store named after Caverns founder and
developer Harry Heidemann, who loved to cook and eat, especially
sweets. Big Daddy’s offers hand-dipped ice cream, specialty candy,
coffees, beer, wine, décor, art, jewelry, western-themed
merchandise, cowboy-style items, and much more.

Discovery Village is the new home of Natural Bridge Mining
Company, which has been renovated and updated as the
Discovery Village Mining Company. Texas’ largest mining
sluice, Discovery Village Mining Company offers visitors the
chance to pan for gems, minerals and fossils.
th

Spring break marks the beginning of a year of anniversary activities that include a tour guide reunion on June 7, the 50 anniversary
celebration on July 3, the re-dedication ceremony honoring the Natural Bridge Caverns founders on August 5, and special holiday
activities during the Christmas season.
HISTORY OF NATURAL BRIDGE CAVERNS
In March of 1960, four college students from St.
Mary’s University in San Antonio discovered
the Caverns after receiving permission from the
family to explore what was thought to be a
small cave. Clara Wuest Heidemann took the
gamble of her life and risked all the family had
to secure a loan to develop the cavern
passages into the attraction that it is today.
The attraction includes the original Discovery
Tour and four other tours offering unique ways
to see Natural Bridge Caverns. Other
attractions include The Canopy Challenge, one
of Texas’ largest climbing towers and zip lines.

Natural Bridge Caverns is a third generation family-owned and operated attraction.
Founded by Clara Wuest Heidemann, Harry Heidemann and Reggie Wuest, the
caverns themselves lie under the Wuest Ranch, a fifth generation working family
ranching operation. Today, the executive team includes Brad Wuest, president and
CEO; his brother Travis, vice president and director of marketing and PR; and Joye
Wuest, their mother, who is CFO and director of human resources.
The Wuest family has been a pioneer in travel tourism and cave conservation. A
living cave, Natural Bridge Caverns has long been recognized as one of the best
preserved caves in the country. Founder Clara Wuest Heidemann was the first
woman president of the National Caves Association and a founder of the Discover
Texas Association (now the Texas Travel Industry Association).

NCA Buyers Talk - The Joy of a Mess
Starting in mid-February we start to see an increase in visitation, especially on weekends. One thing that I noticed over the years is with
an increase in people we should start to see an increase in gift shop sales, but this isn’t always the case. People come and enjoy the
cave but seem to be uninterested in finding a souvenir to take with them. My first thought was that since it’s basically the pre-season we
don’t have our new inventory in and maybe the gift shop seems kind of dull to them. However a vacuumed floor, mostly dusted displays
and a smiling face are the same things you’ll find on a busy summer day too; and even though we don’t have our new inventory in, the
average visitor doesn’t know that. Another thing I noticed was that any time I disassembled a display, unloaded stock, dusted, moved
the display, reloaded and just in general created a mess –on slow days to stay busy (you know how it goes!), people became interested
in whatever it is we were doing, AND they buy!
I’ve personally tested this theory a couple of times with different gift shop
items; rocks, candles, shirts, souvenirs, and each time I create a mess in a
particular area of the shop, people become interested in what we’re doing,
pick up and look at merchandise and buy. Now there’s not been a control and I
can’t show that a certain amount of mess yields a certain amount of
purchasing, but the results have been pretty standard. People buy when
there’s activity. I don’t know what the psychological basis might be, and I’m
sure there are plenty of books outlining group mentality, frenzies, the thrill of
deal-finding, etc. So while that is beyond my ability to expound upon; I can say
that it’s worked.
Doing this accomplishes several things at the same time. First it gives you a
chance to reinvent your gift shop a little and to move old displays into a new
place to hopefully drive sales beyond the “mess experiment”. Have your rocks
been in the same spot for the last couple of years? Try moving them to
another part of the shop. Souvenirs not moving as well as you would like?
Maybe they belong towards the front of the store rather than the back. Moving
things from one place to another keeps things interesting for the staff in
general, and for any repeat guests. They could discover something you have
carried for years simply because it is now in a new place.
Second, it allows you to place your hands on merchandise to make sure price
tags are still legible, have the proper item code and price on them. Usually
when I do this I find something that either got marked incorrectly or was priced too much. You can also make sure that items get dusted
and displays get a wipe-down. This is better to do now when there is time rather than mid-season when you don’t really have the time.
Third, it gives your staff something to do. This can be the most important
because productivity or lack thereof, is infectious. It can spread from person
to person and can make an otherwise boring and slow day into a fast and
interesting one. Lighting a fire in the gift shop can expand into having the
lobby cleaned, can expand into getting put-off paper work done, can expand
into new ideas for the upcoming season, and even into what area to
reorganize and clean next. Newton’s First Law of Motion summarized is: A
body in motion stays in motion and a body at rest stays at rest, unless acted
on by an outside force. So once you’ve got staff up and moving and working
on this project, then additional projects become easier to tackle.
So the next time you’ve got some foot traffic and smaller than anticipated gift
shop purchases, try it! All you need is a table to put your “in limbo” shop
items on, an employee or two needing something to keep them busy and to
pick a spot to focus on. When people come into the shop, greet them in your
friendly fashion but add “Please excuse the mess, we’re just moving some
displays around”, or something to that effect; bring attention to the fact that
the gift shop isn’t neat! While rocks are getting dusted and displays are being
moved around see if you don’t get some interested people poking around
your merchandise.
Now it goes without saying that the simple act of making a mess in the gift
shop will not somehow conjure people. You already have to have folks coming through the door. Once they’re in however, I hope this
simple act will trick them into thinking something bigger is going on and they loosen their wallets up a little. You’ve really got nothing to
lose and a whole lot to gain.

Eric Helton
Operations and Gift Shop Manager
Diamond Caverns

Noteworthy Updates From The NCA Mid-Winter Meeting In St. Louis
Business Innovation Committee
The NCA Business Innovation Committee (BIC) is assembling a library of white papers and how-to's on various business innovations
that have been implemented by member caves. These include things like: zip lines, LED lighting, point-of-sale-systems, etc. The goal is
to have the library available for download by any NCA member from the members' section of the NCA website.
.
To this end, the BIC created an online survey to gather information about which caves have which innovations, and whether or not
those caves would be interested in sharing more details on their innovations as we build-out the library. About 31 member caves have
completed the survey to date.
The survey is still available online. To access it go to: http://tinyurl.com/kfmqdsx
Aaron Ginn
Tom Hagen
Steve Beckley
Chairmen

Electronics Media Committee
We have been working on the website for a good while now and hope to have something to roll out within the next month or so.
Hopefully the new website will provide show caves with another avenue to educate visitors about their attraction as well as info on how
to find them. One of the exciting things we are trying to implement is to track the IP address of visitors to the NCA website so that the
caves that are displayed on the home page are caves in their area and may really get them to consider making a trip. The site should
be responsive so it will look good on all devices as well as a mobile version for phones. We are also working on a "Learn" section to
provide some educational material on the site as well as possibly having some educational cave related projects kids or classes could
utilize from our site. If anyone has any material they feel would be beneficial, please submit it to us for review. The membership side is
being worked on now and will be a place members can go to get relevant info about convention and other cave related news. We are
also going to have an online registration form that can be filled out and submitted for convention. We will then encourage members to
utilize this and get their registration submitted using this online form/invoice, however, for now payment will still need to be in a form of a
check as the NCA is not equipped to handle credit card payments.
Ed Mayfield
Chairman

Insurance Committee
Your association’s group insurance program is stronger than ever. The Program has grown about 13% in terms of premium due to new
caves joining the group and existing caves adding coverage. Loss ratios are down and the relationship with our underwriter Markel
continues to be great. And of course our brokers, Keith Dobrolinsky and Pat O’Sullivan continue to do an excellent job for the NCA.
Keith, Pat and Markel are always striving to make the renewal process easier for caves and looks like they’ve done it again. This year
most caves will have a one (1) page, yes I said one page renewal application! Who can remember the old, old days of actually having
to fill out ACORD applications! Something else new this year will be a split renewal. In May you will fill out the very short renewal page
for your property, auto, umbrella, electronic data processing, crime, management liability, etc. everything except General Liability. Then
later in July we only have to fill in a few blanks of attendance and revenue projections to complete our General Liability renewal
application. The idea behind this is that it will be much easier for you to project your next season’s attendance and revenu e numbers
th
for the renewal application right after 4 of July holiday instead of guessing back in May like we did in the past. Easy and efficient is
what we are going for.
Growth is always a focus and this year we are planning to host regional dinners in Tennessee and Pennsylvania. If you live in those
regions we’d love to see you at one of these regional dinners where you can visit with other caves, enjoy drinks and food and hear
about what the NCA’s group insurance program has to offer. We are still in the planning stages so please stay tuned for the details.
These meetings are also open to non-NCA caves and will be used as a NCA membership recruiting tool. There are many show caves
around the country that can meet our membership standards but for one reason or another discontinued their membership or haven’t
joined our ranks. Saving money and better coverage through the NCA’s Group Insurance Program is an excellent incentive to join the
NCA. When provided a quote, these Non-NCA caves will see how much savings they could receive if they become an NCA Member.
For most the premium savings will be much more than the cost of NCA membership dues! No matter what region you are in we’d like
you to be able to benefit from the NCA’s group insurance program so if you are interested in a quote please let us know! There is
strength in numbers.
NCA members we want to hear from you so we will be sending a brief survey this spring. We’ve also talked about producing a video
with testimonials to promote the NCA’s group insurance program.
Brad Wuest
Chairman

Retail Committee
Penny Books
We still have several in stock. If you need any penny books with the cave pictures on it please contact Bob Holt.
Playing Cards
Please contact Impact and they can help you!
Impact Photographics 1-800-950-0110
2013 Vendor Show
Went over great! Vendors and Buyers seemed to be very happy. Got one request to have it at least an hour longer – they didn’t have
enough time to shop. We tried two new things in 2013. To get registrations in early we gave away Opening Reception tickets to
vendors that had their registrations in by April 1. And for the buyers we did a gift card. Every time they placed an order their caves
name went into the hat. Then we pulled a name out of the hat during the Opening Reception to win the gift card! Taunya with Inner
Space won!
2014 Vendor Show
Moving along. Teaser letters and registration forms have gone out to 213 Vendors. Cave of the Winds crew are making phone calls
and encouraging people to attend. Steve Runkle wants 55 vendors!
IGES/SSS Gift Show 2013
Went fairly well. People were a little confused on the 3 locations but once they figured it out things went fairly smoothly.
IGES/SSS Gift Show 2014
Sevierville Convention Center – Nov. 2 – 6, 2014
Pigeon Forge, LeConte Center – Nov. 3 – 7, 2014
Gatlinburg, Smoky Mountain Gift Show – Nov. 3 – 6, 2014
NCA Buyers Group:
We are at 63 buyers and 25+ caves and going up. If your buyer is not part of the NCA buyers group please let Claudia know and we’ll
get them on the list. This has allowed the cave buyers to ask questions, share information and just help each other out!
Gift Bags:
Belvedere created a cave gift bag for the NCA two years ago. The bag turned out very nice. If you would like to place an order for
2014 delivery please contact Sheila at Sheila@options-st.com
Claudia Yundt
Chairman

WNS Report
New Locations: Additional sites in New Brunswick and Nova Scotia have been reported.
At Mammoth Cave, 25 tri-color bats have been found since the beginning of the year, individually and in various places. Eight were
sent for testing - one was WNS positive, they are waiting for results on the rest. In addition, bats with WNS have been found along the
tour route of Mammoth Cave, mostly at the entrance to the Historic Cave Tour. Bats at the Historic Entrance have been seen exhibiting
unusual behavior. Both tours and research are continuing at the cave.
Note: Check out the comments under one of the articles - the address is: www.wmky.org/post/bat-disease-spreading-mammoth-cave.
Peter Youngbaer wrote an excellent response to another comment.
Beginnings of Recovery: Scott Darling of the Vermont Dept. of Fish and Wildlife said that he suspects they have seen the worst of
WNS and are at the beginning of recovery. The death rate seems to be decreasing. In Aeolus Bat Cave in Dorset, VT, thousands of
little browns continue to hibernate. They tagged about 450 bats in the fall to see if they leave the cave during the winter - they will be
monitoring the cave in April to check on how many emerge from hibernation. Some of the bats have survived in caves known to have
WNS for as many as six years.
Research: $1.4 million in grants has been awarded by the USFWS for 9 projects for WNS Research.
Patty Perlaky
Chairman

CONGRESS 2014 JENOLAN
Hot off the press from the innovative team at Jenolan Caves in Australia who are really busy organizing the ISCA Congress 2014. They
have set up a Congress website http://www.jenolan2014.com/ .
This website will eventually be linked to the ISCA website, but this news is so hot off the press that we should give Dan and Peter some
time to get their heads around how this can be done.
This new Congress website will enable members to review and gain access to information on a regular basis, as it becomes available.
Information will still be sent out with periodic President’s Newsletters.
CONGRESS THIRD NEWSLETTER
Dan has also advised that the Congress Third Newsletter will be coming soon. You can also look forward to a Registration Form being
available soon, followed by a Booking Form.

NCA Insurance Column
Members’ resource for insurance information, news,
education and industry hilarity!
The Toughest Decision—Termination: How Do I Fire Someone?

(Part 2 of 2)
By Chesley Quaide, Atkinson, Andelson, Loya, Ruud & Romo
As an employer, one of if not the toughest decisions you will ever make is deciding to
terminate an employee. The only thing worse than making this decision is telling the
employee that you are firing him or her. This is one task that you don’t want to “cowboy”
through and should consider carefully. Be prepared for the process, have your “script”
ready, and be well rehearsed. Surveys indicate that, of the many factors a terminated
employee considers in determining whether to sue an employer, sometimes the most
important factor is how the dismissal process was handled. A terminated employee who
is allowed to maintain his/her dignity throughout the process and is informed of the basis
of the employer’s decision is far less likely to initiate legal action against the employer.
Last week’s article discussed the importance of reviewing the employee’s legal status
and documentation supporting their dismissal. This week’s article focuses on the
meeting.

Step Two: When and where do I hold the dismissal meeting?
The meeting should, if possible, occur after hours when there are not a lot of people in
the workplace. For practical and payroll purposes, after work on Fridays and/or the last day of the month are the best days. When you
have the meeting, however, it is good to have another impartial manager or supervisor (e.g., someone from personnel) with you to act
as a witness to the event. Have the meeting in a place where the employee is comfortable. If the employee has a private office, have it
there. If he or she does not, have it in a conference room or other “neutral” private room where the employee may feel more
comfortable

Step Three: What do I say and do at this meeting?
The first words out of your mouth should be, “We’re having this meeting because we have decided to terminate your employment
effective [immediately] [at some future designated date].” Be direct with the employee. If at all possible, make the decision effective
immediately. Nothing is gained by keeping an employee in the workplace after he or she has been dismissed. After informing the
employee of the termination, tell him or her the reason(s) for this action. Don’t linger or unnecessarily repeat the reasons for your
decisions, just state them. Don’t believe or give the impression that you have to justify the reasons for your decisions. Just state them
for the record and move on. Again, the goal should be that although the employee may not agree with the decision, it shouldn’t be the
first
time
the
employee
is
learning
that
there
are
issues
regarding
job
performance.
It is very important at this meeting to give the impression that you are 100 percent committed to this decision and that there is no
possibility of changing it. If you are not sure on both accounts, you shouldn’t be having the meeting. The employee is going to look for
any hope that he or she can change your mind. Don’t suggest that opportunity. The employee needs to know that the decision is final
and
it
is
being
implemented
immediately.
Assuming you are 100 percent committed to the decision and communicate this to the employee, what if, during the meeting, the
employee asks to resign in lieu of being dismissed? From an employee’s perspective (and that of a future employer), a resignation
looks better on one’s record than a dismissal, and given the circumstances, an employee may quickly ask to resign. Don’t acce pt this
offer from an employee. An offer to accept a resignation in lieu of a dismissal has served as “evidence” of a coerced resignation (legally
termed a claim for “constructive discharge”) in numerous reported employment law cases. You should be prepared to respond to this
proposition in case the employee asks to resign. In this situation, many employers have agreed to this provision provided the employee
signs a release and waiver releasing the employer from any and all liability, including any potential discrimination claims, for events
relating to the employee’s employment and termination. This is a “cheap” form of insurance to use against an employee who
subsequently files litigation against you and your company. I have drafted literally hundreds of these agreements over the years for
employers; and I have never had an employee who signed one later renege on the agreement and attempt to sue the employer.
Bring all necessary paperwork to this meeting, and be prepared to tell the employee how his or her current workload will be
transitioned. Be informed of the law with regard to paying the employee for any unpaid wages or informing an employee of rights
regarding health or other benefits, such as the right to continue to pay for and receive health benefits under the federal COBRA law. In
California, an employer must immediately pay all pending wages due a dismissed employee. Otherwise the employer is subject to wage
penalties.
Provide the employee with contact information for the person with whom to follow-up any matters relating to the termination. Finally, the
main reason to have the meeting after normal work hours is to allow the employee to leave the office with his or her boxes without

doing the “walk of shame” in front of co-workers. Keep in mind you will have to pay your employee for extra time he or she remains on
the premises during and after the meeting unless he or she is a salaried employee. Have boxes available for the employee to c ollect
personal belongings. You may wish to advise the employee that you will make arrangements for the packed boxes to be delivered to a
home
address.
The goal is to handle this meeting in the most professional manner possible. To this end, it is worth emphasizing and repeati ng to the
employee that this is a business decision, not a personal decision.

Do you have any security concerns?
Before the termination meeting, you should consider if there are any potential security risks or issues associated with the employee. For
instance, I am aware of multiple occasions when a just-fired employee has logged into the employer’s computer network and either
taken or destroyed files. If there is any chance of this happening, alert your IT people to lock out the employee’s access to your network
while
you
are
meeting
with
the
employee.
It is also prudent to inventory items taken by the employee from work following the meeting to ensure that they are indeed personal
items and not company property. An offer to have personal belongings delivered to the employee’s home may prevent this.
Before the employee leaves the premises, make sure that you have secured any keys, keycards, parking passes or badges that he or
she may possess. It is always a good idea to have someone accompany the employee off the premises.
In summary, hopefully this is not a conversation you have to have often, but when a termination meeting is necessary, it will pay
multiple dividends if you have protected both yourself and your business by being thoroughly prepared for the meeting and handling it in
a professional manner.

MARK YOUR CALENDAR - Upcoming Webinar on AED's (Defibrillators) April 7
Have you wondered if it’s a good idea to have AED’s (Automated External Defibrillators) at your cave? Should you or should you not
for liability reasons? Do they make that big of a difference in saving lives? What do they cost to buy and maintain? If you’d like to
th
know tune in for the next webinar on April 7 at 12pm central daylight time. The NCA Insurance Committee will be making available to
you at no charge this webinar. This will be a perfect opportunity for you and your staff to get up to speed on all there is to know on this
subject. Also we will be addressing the renewal timeline and changes for this year.
This webinar is an added benefit to your membership. We want to thank our partners at Assurance Agency for providing the opportunity
and we hope you will take the time and participate. Information needed is listed below.

Monday, April 7, 2014

12:00 pm, Central Daylight Time
Meeting Password: 1234

Meeting Number: 801 828 006

To join the online meeting (Now from mobile devices!)
------------------------------------------------------1. Go to https://assurancemc.webex.com/assurancemc/j.php?MTID=mecb818ef2540ff6b043c9acd124e9e23
2. If requested, enter your name and email address.
3. If a password is required, enter the meeting password: 1234
4. Click "Join".
To view in other time zones or languages, please click the link:
https://assurancemc.webex.com/assurancemc/j.php?MTID=m3e24c37d1b7afc780a5a2814f48a159c
------------------------------------------------------To join the audio conference only
------------------------------------------------------To receive a call back, provide your phone number when you join the meeting, or call the number below and enter the access
code.
Call-in toll-free number (US/Canada): 1-877-668-4493
Call-in toll number (US/Canada): 1-650-479-3208
Global call-in numbers:
https://assurancemc.webex.com/assurancemc/globalcallin.php?serviceType=MC&ED=298062192&tollFree=1
Toll-free dialing restrictions: http://www.webex.com/pdf/tollfree_restrictions.pdf
Access code: 801 828 006

I got it from the Internet, so it must be true…
Man who previously changed his name to 'Jack Ass' sues media giant Viacom, saying the MTV show "Jackass" plagiarized his name
This is real folks. A man in Montana who changed his name back in 1997 to "Jack Ass" (previously Bob Craft), says he did it to raise
awareness about the dangers of drunk driving. The show "Jackass," which premiered on MTV back in 2000, featured a group of guys
performing crazy and dangerous stunts, that was also made into a movie in 2002. Jack Ass himself is claiming the company plagiarized
his name, infringed on his trademark and copyright to his name and defamed his good character. He's only asking for 10 Million.
Source: CNN
Contact Us:
If you have any comments, questions or suggestions for the NCA Insurance Column, please contact us.

Heather Ginn
Insurance Committee
haginn@caverntours.com

Bat Biologist Says He's Optimistic
Vermont Bat Species Will Recover
From White Nose Syndrome
MONTPELIER, Vermont — A biologist who has studied the decline
in Vermont's bat populations since white nose syndrome started
killing tens of thousands almost a decade ago says he thinks the
worst of the epidemic is over and at least one affected species is
beginning to recover.
Despite the devastation among certain bat species caused by the
disease that spread into Vermont out of a New York cave in the
mid-2000s, thousands of little brown bats, once the most common
bat in Vermont, continue to pass the winter in the Aeolus bat cave
in Dorset, said Scott Darling, a biologist with the Department of
Fish and Wildlife.Since white nose was first identified, it has spread across the country and into parts of Canada, devastating new bat
populations.
"Here in Vermont, I think we have seen the worst of it," Darling said. "I suspect we are at the beginning of a long road toward recovery."
Jeremy Coleman, the white nose coordinator for the U.S. Fish and Wildlife Service, says biologists in New York have seen similar
changes. But in other parts of the country, white nose is continuing to devastate bat populations. Many questions remain about the
long-term recovery of the species. For example, bats can live more than 20 years and it's unclear how well bats that have been
exposed to and survived white nose will reproduce.
"There is cause for hope and some optimism for the remnant population, but do we have enough of a remnant population to allow that
species to recover?" Coleman asked.
The fungus is believed to have been brought to North America from Europe, where the fungus is found, but bats are unaffected.
As part of an effort to determine whether the bats in the Aeolus cave are survivors, Darling and other biologists tagged about 450 little
brown bats last fall to determine whether they leave the cave during the winter in search of food, a mark of white nose. The bats that
leave the caves die because the winter landscape does not provide the insects they need to survive.
Next month, the biologists will be monitoring the cave to see how many emerge from hibernation.
"If, in fact, survivorship is high, maybe there is some genetic or behavioral trait that has enabled these bats to be resistant or resilient to
the disease," Darling said.
Darling said the well-known plight of the bats has drawn support from people across Vermont.
"We've got homeowners with maternity colonies in and around their houses, and they're willing to put up with them because they know
their situation," Darling said. "If they could just stop being killed by the disease itself, that would be a big step forward."
By Wilson Ring - Associated Press

Affiliate of the Month
Hello NCA!
As of the 2013 season Sandy Creek Mining has increased the amount of
stone per bag adding to the customers experience and satisfaction. The
growth of our company with the support of your locations has increased our
buying abilities keeping cost down. New stone processing equipment has also
increase our efficiency and avoided loss allowing us to make an improved
product at the same cost. Thank you all for your patronage!
As we all know, schools have less and less money available for field trips.
New for the 2014 season we have expanded our product line to include more
variety and items to meet lower price points for group sales. Our new “2 lb.
Prospector” gemstone mining bag has been a big hit with locations looking to package sluice sales to groups and schools
during test marketing in 2013. With a cost of $1.95 (delivered) many locations are offering this to groups at a lower margin
when pre-purchased in bulk for the entire class or group. By selling more bags at a slimmer margin locations have helped
to entice group participation and increase profits. The 2 lb. Prospector just like all other mining bags includes the
educational ID postcard, collection bag, and personalized labels for the mining rough bag and collection bag. This
collection bag with a personalized label is critical since it carries your locations name and the first thing they show mom
and dad upon their return home the following evening. Shameless self-promotion right! In addition the educational ID
postcard makes it very easy for teachers to insert information from gemstone panning into the curriculum.
Most locations are generally around 2.5 – 3
x cost on mining rough bags for general
retail markup but enjoy the ease of selling
in one thump to groups. Keeping to a lower
price point on group sales also wets the
appetite of consumers encouraging the upsell of other products such as 3 lb. Fossil
Find, 5 lb. Fossil Dig, and 5 lb. Emerald
Strikes.
Looking forward to seeing everyone in
Colorado for the NCA convention and
working with you all in 2014 and beyond.
Thank you!
Sincerely,

Woody, Terrie, Jason, Justin,
and the rest of the Sandy Creek team

Sandy Creek Mining Company
PO Box 88
522 S Poplar St.
Fostoria, OH 44830
www.sandycreekmining.com
Email: info@sandycreekmining.com
Phone: 419.435.5891
Fax:
419.435.6690

From Deep Down in the Archives...
Timeline 1968

Photographs Anyone?
Our supply of old photographs is getting low... I need your help.
Please look through your archives for NCA related photographs we
can use in Cave Talk and ultimately feature in the NCA's 50th
Anniversary Celebration. The big event is only a year away! Contact
Bob if you have something to share.

Texas Convention 1968
Kenneth Cagle, Lester Dill, Lydia Neubuck. Betty Hudson and
Ann Brummett.

Dates to Remember - Mark Your Calendar!




















NCA Insurance Committee Webinar, AED's (Defibrillators), April 7, 2014, 12:00 PM CDT
NSS Convention 2014, NSS Headquarters, Huntsville, Alabama, July 14 - 18, 2014
NCKRI - International Conference Subterranean Biology, Juriquilla, Querétaro, México, August 31 - September 5, 2014
NCA Convention 2014, Host: Cave of the Winds, Colorado Springs, Colorado, September 29 - October 3, 2014
International Show Caves Association Congress 2014, Jenolan Caves, New South Wales, Australia, November 2 - 8, 2014
IGES/SSS 2014, Sevierville, Tennessee, November 2 - 6, 2014 & Pigeon Forge, Tennessee, November 3 - 7, 2014
IAAPA 2014, Orlando, Florida, November 17 - 21, 2014
Tucson Gem and Mineral Shows 2015, Tucson, Arizona, January 31 - February 15, 2015
NCA Mid-Winter Board of Directors Meeting, Renaissance Airport Hotel, St. Louis, Missouri, March 2 - 4, 2015
NSS Convention 2015, Waynesville, Missouri, July 13 - 17, 2015
th
NCA Convention 2015, (50 Anniversary) Host: Cave of the Mounds, Blue Mounds, Wisconsin, September 21 - 25, 2015
NCKRI -The Sinkhole Conference, Rochester, Minnesota, October 5 - 9, 2015
IGES/SSS 2015, Sevierville, Tennessee, November 1 - 5, 2014 & Pigeon Forge, Tennessee, November 2 - 6, 2014
IAAPA 2015, Orlando, Florida, November 16 - 20, 2015
Tucson Gem and Mineral Shows 2016, Tucson, Arizona, January 30 - February 14, 2015
NCA Mid-Winter Board of Directors Meeting, Renaissance Airport Hotel, St. Louis, Missouri, February 22 - 24, 2016
NSS Convention 2016, Ely, Nevada, July 17 - 23, 2016
NCA Convention 2016, Host: Squire Boone Caverns, French Lick, Indiana, September 19 - 23, 2016
IAAPA 2016, Orlando, Florida, November 8 - 11, 2016

Got News?
Please make sure you let Bob Holt know when you have news to share with the membership regarding you and your cave. It is the goal
of the NCA office to produce more issues of Cave Talk and this can only happen when you help with the sharing of your news. Please
send your articles, photographs to bob@cavern.com.

May 2014 Cave Talk Deadline
Please have all articles to Bob Holt no later than April 15. Thank you!

